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Guest Editorial: 





All Aboard for Action—Now! 


HAT’S wrong with the Action Program for Gas 

Industry Development?” . . . “Whenwill ‘those 
guys’ get the show on the road?” . . . “Does anybody 
seriously think the program will ever amount to a 
damn?” 

Probably every gas appliance manufacturer and 
utility executive will recognize the questions. But— 
they may not know the answers. 

The simple fact is that there is nothing wrong with 
the Action Program except the people who aren't in it. 

Even the most ardent Action advocates agree that 
there’s a long hard road ahead. They never expected a 
miraculous overnight solution to all their problems. 
They did recognize a need, and they’re doing some- 
thing about it. 

One of the basic recommendations of the program 
urged manufacturers to use a trading-area basis in re- 
porting sales to GAMA to help establish accurate 
market potentials for the guidance of manufacturers 
and utility companies. More and more manufacturers 
are doing it. There’s been a big increase in participa- 
tion in the GAMA reporting operation, particularly in 
the domestic gas range and water heater divisions. Sev- 
eral new studies have been started with the enthusias- 
tic cooperation of manufacturers of central heating and 
direct heating equipment. That’s action! 

Manufacturers were urged to step-up their advertis- 
ing and promotion. Many have already done this. More 
are following suit. That’s action! 

Manufacturers were urged to upgrade appliances 
and appliance sales. The approval applications which 
have swamped the American Gas Association Labora- 
tories are ample evidence of manufacturers’ interest in 
development of new and better appliances. The dra- 
matic effect and the success of the joint utility-manu- 
facturer promotions of “matchless” ranges is a fine 
example of what’s being done by some members of the 
industry to boost the sale of top quality appliances. 
That’s action! 

The ten utility companies which have volunteered 
to take the lead in immediate implementation of the 
recommendations of the Action committee are already 
working on consumer surveys so that they can evaluate 
their markets and analyze consumer attitudes. Many 
manufacturers have gone directly to each of the ten 
cities and offered to do whatever may be necessary to 
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speed and strengthen operations in the respective com- 
munities. GAMA has underwritten the cost of expert 
merchandising counsel to assist the ten utility com- 
panies. That’s action! 

GAMA, too, has employed a sales promotion direc- 
tor to coordinate its activities with the national promo- 
tion campaigns of AGA. And GAMA’s public rela- 
tions program—now in its third year—is winning rec- 
ognition for gas and gas appliances in every category of 
American life that is important to the success of our 
industry. That’s action! 

Many utility and manufacturing companies have 
seized AGA’s “Pattern for Profit,” the most complete 
sales program ever offered to the industry, and are 
using it effectively as the basis for promoting sound 
dealer relations. That’s action! 

In short, there are both manufacturers and utilities 
right now working earnestly on every single point in 
the industrywide program. 

The program is a reality. It is moving forward. It 
encompasses practically every aspect of gas appliance 
and gas supply operations and relationships. It was de- 
signed to meet the threat of competition and to insure 
the continued success of every segment of the industry. 
Complete success requires the active participation of 
every company whose future depends on gas—from 
the producer of natural gas to the dealer in LP gas. It 
requires, particularly, the immediate active support of 
every manufacturer of gas appliances and every gas 
utility company. 

Not every company can hope to tackle every point 
immediately. But there is no company so poor in spirit 
or leadership that it cannot start now on some phase 
of the Action Program. Neither is there any company 
so successful or so perfect that it can afford to stand 
by and do nothing. 

This is no time for procrastination. It’s no time to 
“wait and see.” Any industry executive who feels im- 
pelled to ask questions about the progress of the Action 
Program might well ask himself this question: 

What can I do today to get my company into the Ac- 
tion Program? 

No company can hope to benefit from a program in 
which it takes no part. . . . Nobody ever eased his 
own headache by watching somebody else swallow an 
aspirin tablet. 
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Pioneer Natural Gas Co Cooperates With 
Dealers to Boost Appliance Sales 


ITH the post war revival of the 

Old Stove Round Up as a 

starter, in 1949, Pioneer Nat- 
ural Gas Company made a concentrated 
effort to win the approval of dealers and 
increase the volume of gas appliance 
sales. To be sure that it received dealer- 
approval the more aggressive dealers 
were invited to participate in formulat- 
ing plans for the first Old Stove Round 
Up. Other dealers were informed as to 
dates and time of dealer-company meet- 
ings, and given an outline of the pro- 
gram which dealers and company would 
present for their approval. 

The dealers participating in the pro- 
gram presentation were so enthused with 
the idea of dealer-company cooperation 
that when it was time for company per- 
sonnel to present their part of the pro- 
gram they had only to fill in minor de- 
tails. The dealers had sold the program 
to themselves. 


A successful promotion 

Results of the first promotion were 
excellent. Dealers sold approximately 
1,200 gas ranges in 47 days—sales rep- 
senting a conservative quarter-of-a-mil- 
lion-dollars worth of business. 

Representatives of newspapers, radio 
stations and direct mail houses also co- 
operated with Pioneer Natural, to tally 
expenditures for advertising. This, too, 
proved that a concentrated cooperative 
effort more than pays. Advertising costs 
in all three mediums (only advertising 
used besides point-of-purchase materials) 
was less than 1% of total sales. 

The company has varied the get-to- 
gethers since the first meetings. To as- 
sure continued interest and dealer ap- 
proval it has sponsored nine annual 
kick-off banquets each year for all deal- 
ers and their salesmen. The banquets last 
for approximately an hour and a half 
with the first hour confined to eating and 
visiting with the dealers and salesmen. 
The presentation of the year’s program 
is always kept to a maximum of 30 min- 
utes and during this time dealers and 
salesmen are informed about the com- 
pany’s advertising program, cooking 
schools, home service aids—and the 
bonuses that will be paid to salesmen. 

During the past three years Pioneer 
has paid each salesman a bonus of $2.00 
for each standard range sold during the 
Round Up while a bonus of $4.00 is paid 
for each “CP” range that is connected to 
the company’s line. In 1953, eight dis- 
tributors and, or, factory representatives 
matched the company’s bonus payments 
and several of the dealers cooperated by 
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duplicating the payments to their sales- 
men. In many sales it assured the sales- 
man of receiving a $12.00 bonus plus 
his regular commission, or approxi- 
mately $42.00 each time he sold a range 
built to “CP” standards. 


Enlarged program 

Since the initial start the program has 
been enlarged to include many other 
activities, such as the home service de- 
partment. Again, cooperation has been 
the key to success for these undertak- 
ings. Although operating as a separate 
unit, the home service department has 
enlarged its activities to include floor 
demonstrations at dealers’ stores, per- 








H. F. Heath, company manager at Lubbock, 

Texas, prepares a dish at an employee cook- 

ing school held at Littlefield. Company home 

economists hold these schools throughout 
Pioneer Natural’s system. 











sonal calls on dealers’ customers, coop- 
erative dealer cooking schools and many 
other personalized customer services. 
Probably the most successful of these 
home service department enterprises is 
the cooperative dealer cooking schools. 
An example of such cooperation can be 
shown in the activity at Levelland, Texas. 
Every gas range dealer in Levelland, a 
total of 15 dealers, participated in the 
cooking school last year. A range built 
to “CP” standards was given away on 
the last day of the two-day school. All 
dealers selling ranges built to “CP” 
standards displayed their top line. 
Women attending the school registered 
each day they attended for the range 
drawing. On the last day of the school 
a name was drawn from the registra- 
tion box and she in turn drew a name 
from a box containing the names of all 
the dealers displaying ranges built to 
“CP” standards. The range displayed 
by the dealer whose name was drawn, 


was given to the woman. The other deal- 
ers and the company paid an equal part 
of the wholesale cost of the range given 
away. This is the only cost to the dealer 
other than his own advertising. 

These dealers also appointed their 
own gifts committee, which contacted 
merchants other than those selling gas 
ranges for prizes to be given away dur- 
ing the school. The radio station at 
Levelland broadcast, as a public service, 
the two-hour school each day. The local 
newspaper also was generous in promot- 
ing the school. Other merchants made 
radio and newspaper tie-ins with gifts 
they presented at the school. A grocery 
store gave away 20 bags of groceries 
worth $200.00. 


Cooking school records 

Other cooperative cooking schools 
have been as successful, although all 
have not obtained the 100% cooperation 
that this one did. The average is about 
two-thirds of the dealers in a town par- 
ticipating. It is believed that the other 
dealers in time will join with their com- 
petitors in these cooperative promotions. 

Many dealers have taken advantage of 
floor demonstrations, especially in pro- 
moting new models. In both the coopera- 
tive cooking schools and during the floor 
demonstrations salesmen are encouraged 
to close sales before the potential buyer 
leaves the auditorium or sales floor. 
Pioneer Natural has had salesmen say 
that they have sold as many as 17 ranges 
as a direct result of a floor demonstra- 
tion and as many as 14 ranges as a re- 
sult of a cooking school. And Pioneer 
feels that a cooking school, or a floor 
demonstration, is only successful when 
it produces direct results in immediate 
sales. The promotions to date have pro- 
duced results. 

The majority of the company offices 
have lobby display space which is used 
to advantage for cooperative dealer-com- 
pany promotions. Dealers are encour- 
aged to display their gas appliances in 
these lobbies. 

Company personnel are encouraged 
to answer customers’ questions pertain- 
ing to appliances; to show them the ad- 
vantages of using gas equipment and do 
a pre-selling job. In Amarillo, Lubbock, 
Midland and Odessa where the company 
maintains “Flame Rooms”, the custom- 
ers are invited to visit the model kitch- 
ens. Pioneer Natural has found that 
many of these customers are completely 
sold on gas appliances when they see 
them demonstrated in these kitchens. 

(Continued on page 66) 








KEEP PROFIT-TRAFFIC MOVING 
WITH THE FINEST! 


oppermatic 


finest water heater everywhere 
... because copper lasts longer! 


It will pay you to send this coupon in! Beautiful 
Rheem Coppermatic offers you every sales 
advantage! It’s the lowest cost copper-tank 
water heater, completely different, lasts 
years longer, gives an almost continuous 
flow of hot water, and it cannot rust. 
Rheem backs up Coppermatic with 
a complete advertising and promotion 
program — national, local and 
at the point of sale. Learn how 
you can make big profits by 
selling Rheem Coppermatic. 
Send coupon today! 
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Neem Loppermatic 
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AUTOMATIC STORAGE GAS WATER HEATER 


PLETE INSIDE 2 HEATS QUICKER 
t TANI A COMPLETE 


t a Recovers faster! 
Outlasts ordinary | STEEL TANK 


Delivers practi- 


heaters in corro- 
sion areas many 








rust—anywhere! 





times over.Can't \¢ 


Both tanks have 
super-strong 
capsule shapes. 
Pressure-Proved 
at double the 
pressure needed 
for normal use. 








cally acontinuous 
supply of hot 
water. Handsome, 
white steel cabi- 
net fits kitchens, 
basements, 
closets. 





Send your request to nearest 
Sales Office, addresses of which 


are listed below. 


RHEEM MANUFACTURING COMPANY 


NAME 





WORLD’S LARGEST MANUFACTURER OF AUTOMATIC STORAGE WATER HEATERS 


Please send full information on. Rheem Copper- 
matic profits, advertising and promotion. AG 5 


Sparrows Point 19, Maryland ADDRESS... 
7600 S. Kedzie Ave., Chicago 29, III. 


1025 Lockwood Dr., Houston 20, Texas 


4361 Firestone Bivd., South Gate, Calif. 
801 Chesley Ave., Richmond, Calif. 
3693 E. Marginal Way, Seattle, Wash. CITY. a = — =) = 
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Southern Union After Workers Leads As 
Spring Style Show Gets Under Way 


OUTHERN UNION GAS CO. 
launched its Spring Style Show in 
late April—a six-weeks promotion 

emphasizing the Matchless ranges—in a 
two-pronged drive calculated to have the 
united effort of 300 participating appli- 
ance dealers and more than 1,500 
hourly-paid employees. Southern Union’s 
Spring Show was presented well in ad- 
vance as a dealer promotion, in a kit that 
told exactly how much support they 
would receive in national and local ad- 
vertising through radio, newspaper, di- 
rect mail and magazines. The feature is 
a special, gas-company-sponsored puzzle 
promotion that is aimed at bringing the 
prospects into dealers’ stores. 


Employee inducement 

In order to approach a 100% effort 
from gas company employees, Southern 
Union preceded the Spring Style Show 
with a special “Prizes For Everybody” 
announcement. The announcement 
specified that all hourly-paid employees 
of the company are eligible to partici- 
pate in this plan. Salaried employees and 
salesmen are not. For each range sold 
during the Show, through subsequent 
selling of a prospect submitted by a non- 
sales employee, the employee submitting 
the prospect’s name is credited with 
specified numbers of points which, 
turn, are worth prizes the higher 
the point values, the better the prize. 

The dealer promotion, besides featur- 


ing the company-sponsored jigsaw puzzle 
contest for customer-appeal and strong 
advertising support, offered other point- 
of-sale pieces that would aid in develop- 
ing dealer-sales. This includes a colorful 
25-piece display kit. 

The kit, sent to the dealer by Southern 
Union, points out how the promotion 
has been designed for his profit. It ex- 
plains how high customer-response can 
be expected in the jigsaw puzzle promo- 
tion, since customers have nothing to 
write, and nothing to buy, and are, win- 
or-lose in the puzzle, still eligible to win 
1 20-piece dinnerware set or a fully-au- 
tomatic CP gas range. 


Jigsaw puzzle promotion 

Designed to build dealer floor traffic, 
the jigsaw puzzle promotion works like 
this: the dealer’s prospects receive a 
mail piece from Southern Union which 
they are urged to bring into the dealer’s 
store. If the puzzle piece, in the mailing 
piece the customer brings in, matches 
the “hole” in the jigsaw puzzle board on 
display in the dealer’s store, the cus- 
tomer wins a 20-piece set of dinnerware. 
Whether it matches or not, each cus- 
tomer fills in her name and address on 
the same puzzle piece and deposits it in 
the store. Then, it becomes the custom- 
er’s chance to win the grand prize of a 
fully-automatic CP gas range. The draw- 
ing for the range will be held during the 
week of June 1-5 


The dealer display kit is comprised of 
a 3-dimensional back-of-range display, 
two easel cards, streamers, price tags 
and 8 additional pieces. Further, the 
dealer is presented with 2 sizes of drop- 
in mats that he can use in his own news- 
paper advertisements. The mats, di- 
rected toward consumers, explain how 
they can enter the puzzle contest. 

Advertising support for the dealers 

(Continued on page 71) 
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baw customer will le thie 


ago | Jigsaw Puzzle Promotion... 
> “ 


HERE'S HOW IT WORKS: Your customers will receive, direct from us, « mail piece 
with on attached jigsow putzie piece, which we urge them to bring into your store 
if the jigsow piece they have motches the jigsow purzie boord on display im your 
store, they win o 20-piece set of Boimoro! Dinnerware. Whether it matches or not 
eoch customer fills in his nome and oddress on the reverse side of the jigsaw piece, 
deposits it in your store, ond it then becomes his chance to win the grand prize of 


THIS IS A PROMOTION DESIGNED TO BUILD YOUR FLOOR 
TRAFFIC. It’s one your customers will like 


because it’s fun and 


on these pages. Total cost of the promotion to you is only $6 00 
For full detoils read the porticipation 
form enclosed ot the bock of this folder 


TO DRESS UP TOUR SALES FLOOR. 
A KIT GF COLORFUL DISPLAYS 


ing the week of June 1-5 
ot ne cost te you! 





A section of the promotion kit distributed to participating dealers by Southern Gas Company. 





The complete Gas Range 
Spring Style Show 
Promotion...yours for 
more sales... bigger Profits! 


Back cover of dealer promotion kit. 
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Typical advertisement appearing in local 
newspapers. 
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Pioneer Natural Ga 


s Co Cooperates with 


Dealers to Boost Appliance Sales 


(Continued 


“Follow up the sale,” has been one 
of the company’s major sales points with 
dealers. To encourage the dealer and 
his salesmen to follow up on sales, the 
company’s home service advisors ask 
dealers for current lists of their cus- 
tomers. Each range customer is called 
on personally by one of the home serv- 
ice advisors, who takes the customer a 





Betty Vaughn and Mary Rye, Pioneer Natural 

Gas Company home economists, are showing 

food prepared during dealer-company cook- 
ing school at Littlefield. 





from page 63) 


fied customers, and repeat customers for 
other merchandise. 


Another company objective 

Future customers is another objective 
of the company. To win future custom- 
ers the home service department con- 
ducts cooking classes for Girl Scouts, 
Brownies, Campfire Girls, Boy Scouts, 
Cub Scouts, etc. These children, the 
company has found, ask their parents to 
come with them to the “Flame Rooms” 
tc see the modern kitchens. Many par- 
ents are encouraged to buy new gas ap- 
pliances as a result. 

Hospitality is encouraged. Invitations 
are extended to clubs, groups and or- 
ganizations, to use the “Flame Rooms”. 
Kennel clubs, insurance groups, garden 
clubs, study groups, firemen, newspaper 
groups, appliance dealers and many 
other organizations have taken advan- 
tage of these invitations to have a meet- 
ing place. Pioneer Natural feels that al- 
though they are meeting in the “Flame 
Rooms” for one purpose, they look also 
at the gas appliances. Usually, one of 








small gift from the company and con- 
sults with the customer on the use of the 
appliances. After returning from these 
personal calls the home service advisors 
fill out a report to the dealers. Should 
there be some dissatisfaction on the cus- 
tomer’s part the dealer is informed so 
that he in turn can make a call to assure 
complete satisfaction. Most of the deal- 
ers in the area served by the company 
sell items other than appliances. They 
believe these follow-up sales win satis- 


the home service advisors is on hand to 
demonstrate the appliances when ques- 
tions are asked. This encourages others 
in the group to linger after the meetings 
and inspect the appliances. 
Pioneer Natural feels that 
profited by these promotions: 


it has 


Annual Old Stove Round Up. 
Bonus payments to range salesmen 
during Old Stove Round Up. 

Brand name advertising. 
Special newspaper sections. 
Radio promotions. 
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Pioneer Natural Gas ties in with grocer 
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y store cooking school during “Round Up.” 








Monthly advertising bulletin to gas 
appliance dealers. 

Dealer cooking schools for individ- 
ual and groups. 

Lobby displays. 

Dealer home calls on both new and 
old appliances. 

Classes for waitresses, Girl Scouts, 
Brownies, Campfire Girls, Boy 
Scouts, Cub Scouts, Nurses’ Aids 
and others. 

Hospitality Flame Rooms in Ama- 
rillo, Lubbock, Midland and 
Odessa, Tex. 





GAS APPLIANCE 
INDUSTRY NEWS 


Coleman Says Buyers Market Coming 

Companies which have had no experi- 
ence with buyers’ markets “will find the go- 
ing rough in 1954 unless they quit thinking 
that the world owes them a profit,” Sheldon 
Coleman, president of Gas Appliance Man- 
ufacturers Association, said recently to 
GAMA members. Mr. Coleman also de- 
clared that American industry is “coming 
back to a level at which there will be 
greatly intensified bidding for the con- 
sumer’s dollar,” and warned that only com- 
panies with the most efficient manufacturing 
and most intense and imaginative selling 
can hope to prosper in the days ahead. 

The gas utility and gas appliance indus- 
tries, he said in a bulletin to GAMA mem- 
bers, are staking more than a billion dollars 
in new pipeline construction and appliance 
manufacturing facilities on their belief that 
“Mr. Average Citizen will never give up de- 
manding and achieving the world’s highest 
standard of living.” GAMA members rep- 
resent 98% of all gas appliance and indus- 
trial gas equipment production in the U. S. 

Mr. Coleman said the gas industry “is 
well equipped for the future because it has 
seen front-line service in five wars, five de- 
pressions and five eras of prosperity. Most 
of the companies in our ranks, as well as 
the gas utilities, have this background. We 
have survived all this—and competition, 
too—because we have always justified our 
existence by studying, researching, devel- 
oping products and selling our goods and 
services to the limit of our ability. 

“These are not times for industry to rest 
on its old tools and dies, nor to relax its 
merchandising vigilance. Cold wars not- 
withstanding, the public is beginning to turn 
its mind to reconstruction of obsolete 
homes, schools, churches, institutions, roads 
and transportation. Industries that recog- 
nize and join this public crusade will pros- 
per and help fool the peddlers of gloom, 
doom and boom.” 

Industry estimates, he added, are that the 
appliance market this year will absorb 
2,500,000 new gas ranges, 2,000,000 gas 
water heaters, more than 900,000 gas heat- 
ing systems, over a million individual room 
heaters, and hundreds of thousands of gas 
clothes dryers, refrigerators and domestic 
incinerators. In all manufacturing divisions 
of the industry, production is expected to 
compare favorably with that of 1953, which 
was exceeded only by 1950 output, he said. 
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AUTOMATIC GAS 


WATER HEATER 


rors “Double Job 


in this TODDLE HOUSE 


180° water for perfect sanitizing in the auto- 
matic dishwasher. 140° general use hot water 
for sinks and lavatories. RUUD-MONEL two ° 
temp SANIMASTER DELIVERS BOTH THESE 
HOT WATER TEMPERATURES FROM THE 
SAME TANK—AT THE SAME TIME! 

Let Sanimaster do double-duty for you, too. 
You'll find it’s the answer to the commercial or 
industrial operation where both extra-hot and 
regular-hot water are needed at the same time. 


CUT-AWAY 
VIEW ACTUALLY 
AT CENTER REAR 
h OF WATER HEATER 


140° GENERAL USE HOT WATER 
is piped to pot sinks, lavatories and 
other general use faucets in this Akron, 
Ohio, Toddle House—a continuous 
supply of 140° tempered hot water is 
assured at all times. 


180° SANITIZING HOT WATER 
is delivered from the same tank at the 
same time, to the Hobart SM-4 dish- 
washer. Really hot, 180° water for posi- 
tive bacteria destruction ... perfect 
Sanitation. 





MONEL—THE WONDER METAL safely holds water at 
180°. Won’t rust,ever! Ruud-Monel Sanimaster, with its exclu- 


sive long-life Monel tank, provides hot water sparkling clean. 


Sanimastte PROVES SPEED, EFFICIENCY 


The Ruud Sanimaster is used 24 hours a day at this Toddle House in Akron, Ohio. 
And from 7:30 to 10:00 in the morning they average eight complete customer 
turnovers. Sanimaster never lets them down. Imagine, from one tank, enough 
extra hot water to sanitize dishes, eliminate hand toweling, and even keep coffee 
urns filled. And at the same time, plenty of tempered hot water at pot sinks and 
lavatory faucets! 





In addition to the Ruud-Monel two” 
temp Sanimaster, Ruud offers a complete 
line of water heaters for domestic, com- 
mercial and industrial applications. 

For specifications, data, literature, etc., 
write Dept. T-1. 


RUUD MANUFACTURING COMPANY 


Pittsburgh 1, Pa. « General Offices ¢ Toronto 14, Ontario 
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Coleman Co. and Wichita U. Collaborate on 


Research Residence for Heating Data 





A smartly-styled modern cottage which 
would fit into any neighborhood of homes 
in the $12,000 to $18,000 price bracket is 
the nation’s newest scientific laboratory. 

The laboratory that looks like a house 
and actually is one is dedicated to the 
search for new,: better and more efficient 
ways to heat and cool America’s millions 
of small homes, both new and old. 

Officially named the Research Residence 
of Foundation for Industrial Research, the 
new six-room structure is part of the fast- 
growing test facilities at the Wichita Uni- 
versity Foundation for Industrial Research. 
Its next door neighbor is a giant wind 
tunnel, while across the campus drive from 
the house are new laboratories for research 
on the varied products of the Great Plains 
area. 

Even before the interior is finished, re- 
search residence will be pressed into serv- 
ice in the interest of the Coleman Com- 
pany, Inc., manufacturer of equipment for 
residential heating and air conditioning. 
The initial project, which began in Febru- 
ary, was designed to measure scientifically 
the effectiveness of heating equipment for 
houses built over a concrete slab. 

In the first experiments, air ducts only 
3% inches in diameter have been imbedded 
in the slab floor of the research residence. 
The ducts connect acentrally-located forced 
air furnace with new type registers installed 
in the floor and near the outside walls of 
each room in the house. 

To find out what happens to the warm 
air from the time it leaves the furnace 
until it flows into the living space, F.LR. 
engineers have imbedded wire thermo- 
couples to a depth of four feet below the 
surface of the slab. The thermocouples lead 
to automatic recording instruments which 
periodically jot down the temperature at 
the end of the wire. 

More thermocouples are buried at depths 


Nielsen Is Servel Division Manager 

Servel, Inc., has announced the recent 
appointment of H. R. Nielsen, as manager 
of the air conditioning division succeeding 
John A. Gilbreath, former assistant vice 
president who resigned recently, and the 
appointment of Wallace J. Hoeing, as sales 
manager of the division, who fills the va- 
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of three feet, two feet and one foot. In all, 
there are 375 temperature check points 
beneath the floor, 50 at floor level and 150 
within the house. 

In addition, 10 pitot tubes for. measuring 
the speed of the warm air as-it moves 
through the ducts are connected to the re- 
cording instruments. 

An unusual feature of the house is a 
special test section in the living room area. 
Here a four-inch duct of clay sewer tile has 
been buried beneath four inches of con- 
crete. Beside it and also buried to a depth 
of four inches is a standard 3% inch metal 
duct. Next in line is a 3% inch duct buried 
to a depth of only two inches. Fourth and 
last is a 3% inch duct covered with glass 
fiber insulation and buried under four 
inches of concrete. 

Which duct is best for heating slab floor 
houses? That’s just one of the things Cole- 
man Co. engineers want to find out, says 
Dr. Luther Lyon, director to the Founda- 
tion for Industrial Research. 

The tests, Dr. Lyon believes, will help 
solve a problem of long standing: how to 
efficiently heat the slab floor house. And 
while considerable research has already 
been done on the problem, tests at the 
F.I.R. research residence are expected to 
produce new and helpful data. 

Experiments with the Coleman small 
pipe perimeter heating system will occupy 
several weeks. Upon completion the set-up 
can be used to measure the efficiency of 
year-round air conditioning equipment. 

In order to fit a variety of heating and 
cooling systems to the house interior walls 
are easily removed or changed about. Space 
has also been provided in the attic for in- 
stallation of a horizontal type furnace and 
cooling unit. 

Research residence was designed by 
M. H. Beckman, associate professor of 
Wichita University School of Engineering. 


cancy made by Mr. Nielsen’s promotion. 

Also announced was the promotion of 
Carl E. Deig to production control man- 
ager of Servel, and the appointment of Nils 
D. Sellman to air conditioning manager of 
the Eastern region, and Patrick B. Krapfi as 
Southern regional air conditioning man- 
ager succeeding Mr. Sellman. 


Predict Room Heater Sales Over ‘53 


Twenty-one million homes past the age 
of 30 have been voted the prime target of 
the gas room heating equipment industry in 
1954. 

A record number of exhibitors, meeting 
at the midwinter home furnishings market 
in Chicago as a division of Gas Appliance 
Manufacturers Association, heard T. D. 
Bromley, chairman of the group, predict 
that sales of non-central gas heating equip- 
ment this year will exceed those of 1953 
which totaled more than 1,600,000 units. 

“More money will be spent this year on 
rejuvenating old homes than on new hous- 
ing starts,” Mr. Bromley said. “This will 
mean a greater need than ever for individual 
space heaters to heat added wings, ex- 
panded attics, nurseries, play rooms and 
work shops and to supplement existing cen- 
tral heating systems.” 

The war on obsolescence in millions of 
American homes, schools, plants and offices, 
according to the GAMA official, has _ be- 
come a stimulant to all home service indus- 
tries. As a result, he said, manufacturers of 
gas heating equipment, many of whom were 
engaged in defense production, are girding 
for their “biggest year” of civilian produc- 
tion. 

Popular among “local” space-warmers 
being adopted by home remodelers, Mr. 
Bromley said, are console heaters designed 
to complement any room setting, with ad- 
vanced styling and decorator colors. 


Williams Dealers’ Sales Up 60% 


Dealers’ sales for January and February, 
1954, are running 60% ahead of last year’s 
sales for the same two months, according to 
C. G. Branch, Eureka Williams Co., man- 
ager for the Williams Heating Div. The first 
week of March showed an even greater in- 
crease, he reports. 

“The tremendous jump in volume is due 
mainly to intensified sales activities on the 
part of the dealers themselves,” Mr. Branch 
said, 


Air Condition All Homes In 5 Years 


Most—if not all—homes built in the 
United States five years from now will be 
equipped with year-round air conditioning. 

. that’s the consensus of a survey con- 
ducted by the air conditioning division of 
Gas Appliance Manufacturers Association 
which indicates that the all-year air con- 
ditioned home has a substantially greater 
resale value than a comparable house with- 
out such equipment. 

Eighty-two °%, of the homemakers queried 
by GAMA pollsters reported that “air con- 
ditioning substantially increases the value of 
my home,” while 17°, said that the gas sys- 
tem makes the home “somewhat more val- 
uable.” 

Talks with housewives in 10 major pop- 
ulation centers produced these reasons why 
all-year air conditioning improved their 
living habits: 

Ninety %, said that less time was needed 
for dusting furniture; 71°% reported they 
did less cleaning of walls and woodwork; 
70% reported less frequent cleaning of 
drapes, curtains, slip covers, rugs and up- 
holstery, and 31°%% said that less redecorat- 
ing work was needed. Cleaning-bill savings 
alone ranged up to $300 a year. 
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Warm-weather load climbs with Servel 


WONDERAIR All-Year:Gas-Fired Air Conditioners on your lines 





There is bound to be a drop in net profits when you 


offer seasonal low industrial rates to keep volume up. 
Why not build a warm-weather load at higher rates 
by getting more Servel All-Year Gas-Fired Air Con- 
ditioning units on your lines? This can be accomplished 
without an additional capital investment. 


The highly desirable gas demand for all types of 
Servel Gas-Fired Air Conditioning units—residential, 
commercial, industrial—can do much to improve your 
net-profit position. Every Servel unit in use does its 
part to level out seasonal ups and downs at a better rate! 


Consequently, you will find it beneficial to recom- 
mend Servel All-Year Gas-Fired Air Conditioning— 
a recommendation you can make with full assurance 
of efficient, thoroughly satisfactory performance. 


SERVEL, INC., Evansville 20, Indiana : 
the name to watch for great advances in 


AIR CONDITIONING ¥Y REFRIGERATION 
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The homeowners—all of whom had had 
gas equipment installed for a minimum of 
three years—decided that all-year air con- 
ditioning had contributed materially to 
their comfort. 


See Record Range Demand In 1954 

Even though gas ranges already are stand- 
ard equipment in 31,000,000 American 
homes, industry representatives at the mid- 
winter home furnishings market in Chicago 
agreed the outlook is for record gas range 
demand in 1954. 

Principal range manufacturers meeting at 
the Furniture Mart reported sales totaling 
2,250,000 units in 1953, an increase of 
75,000 over the preceding year. Larger vol- 
ume this year, possibly exceeding the all- 
time high in 1950, is regarded as likely not 
only because of signs that new housing 
starts will continue at the million-a-year 
rate of 1948-53, but also because of the 
increasing rate of home modernization. 

“The fact is that most of last year’s de- 
mand for new gas ranges came from the 
modernization market,” said W. T. True- 
blood, Jr., chairman of Gas Appliance Man- 
ufacturers Association’s range division. 
“The kitchen and home laundry are the 
principal targets of the nationwide war on 
obsolescence, and the gas range industry has 
tailored its products to conform to the re- 
quirements of the American kitchen revolu- 
tion.” 

The public designs the modern gas range, 
Trueblood said, pointing out that most man- 
ufacturers regularly consult home econo- 
mists representing schools of home manage- 
ment, county home demonstration agents 
and utility home service directors for ideas 
that will meet consumer demand. 

Advice from such sources, he said, has 
resulted in development of new range sizes, 
from compact 30-inch models to eight- 
burner “restaurant-type” stoves; modern in- 
sulation for cooler cooking, automatic 
single-point ignition for both oven and top 
burners, expandable ovens, easy-to-clean 
parts, more accessible broilers, time and 
temperature controls, and a score of other 
improvements. 

Mr. Trueblood said that continued expan- 
sion of the nation’s natural gas pipeline sys- 
tem and the decision of many gas companies 
to intensify their sales and service cooper- 
ation with appliance dealers are two ad- 
ditional reasons for the industry’s optimism. 
Gas utilities, he said, have been adding new 
customers at the rate of a million a year. 
Meanwhile the gas industry has been spend- 
ing at the rate of a billion dollars a year to 
bring new or additional supplies of the fuel 
to domestic users. 

These factors, plus the most intensive 
sales promotional plans ever instituted by 
the century-old gas range industry, the 
GAMA official said, “should add up to a 
record year not only for ranges but also for 
gas house-heating equipment, water heat- 
ers, clothes dryers and other members of 
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the gas appliance ‘family’. 


Dravo Corp Opens California Office 

Dravo Corp., Pittsburgh, Pa., has an- 
nounced the opening of a West Coast office 
in San Francisco, Cal. In addition to the 
company’s complete line of oil and gas fired 
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industrial space heaters and process drying 
equipment the San Francisco office will 
handle the sale of Crane Cab and steel mill 
Pulpit air conditioning equipment; prefabri- 
cated power and process piping; open steel 
flooring and Dravo construction services. 


Norge Has Distributor Sales Contest 

Seven-day all expenses paid Miami vaca- 
tions are the grand prizes in a 9-month sales 
contest for distributor wholesalesmen an- 
nounced in March by the Norge Div. of 
Borg-Warner Corp. 

The vacations will be awarded to all 
wholesalesmen selling a specific number of 
Norge appliances in accordance with the 
rules of the contest. Winners will also have 
their choice of a diamond ring or wrist 
watch. Awards will be announced at the dis- 
tributor conventions to be held late this 
year. 

The company also has announced that 
first and third place honors for two of its 
1953 outdoor advertising posters were 
awarded the division at the 22nd national 
competition and exhibit of outdoor advertis- 
ing art held under the auspices of Art Di- 
rectors Club of Chicago. A 24-sheet poster 
headed Radiant heat broils twice as fast! 
Norge CP Gas Range took top position in 
the household appliances class. 


Executive Promotion At Temco 


At its recent annual directors’ meeting, 
Temco, Inc., made the following promo- 
tions among management personnel: R. N. 
Smith, formerly secretary-treasurer, was 
made vice president and treasurer; C. F. 
Bauman, who was recently appointed di- 
rector of manufacturing, has also been 
made a vice president; and Dudley Gallo- 
way, who joined the Nashville concern in 
May, 1953, has been advanced to the office 
of secretary. 


Name Columbia Home Service Dir 

Jeanne Montgomery, Columbus district 
home service director of Ohio Fuel Gas Co., 
became home service director of Columbia 
Gas System’s Charleston Group of compa- 
nies on April 1, and Shirley Ann Nolan, 
home economist on Miss Montgomery’s 
staff, has succeeded her. 

In her new job Miss Montgomery will di- 
rect the activities of home service workers 
in parts of West Virginia, Kentucky and 
Ohio, with her, headquarters in Charleston, 
W. Va. 

Since 1951, Miss Nolan has worked for 
Ohio Fuel Gas as one of its Betty Newtons, 
advising housewives on cooking and meal 
planning and the proper use of household 
appliances using natural gas. 


Coleman Names Ad & Mdsg Heads 


Julian F. Warren has been named direc- 
tor of advertising and sales promotion of 
the Coleman Co. succeeding Tom Gibbons, 
who died recently of injuries sustained in a 
highway accident. 

Leland C. Ginn, who recently joined 
Coleman as assistant to the sales manager 
of the company’s heating and air condi- 
tioning division, has been advanced to the 
position of merchandise manager, succeed- 
ing Mr. Warren. 





NEW GAS APPLIANCE 
BULLETINS 





NORMAN SOUTHERNER HORIZONTAL FORCI 
Air Gas FURNACE. New engineering an 
style modifications of the manufacturer’ 
horizontal forced air gas furnace are de 
scribed in this new bulletin. The full colo: 
bulletin offers full details and specifications 
and tells of the advantages of the unit to 
home owners, indicating how it may save 
valuable floor space and help provide extra 
closets for storage. Technical construction 
and performance information are provided 
for dealers. 

Bulletin Norman Southerner. Pp. 4. Nor- 
man Products Co., 1150 Chesapeake Ave.., 
Columbus 15, O. 


CONTINENTAL GAS AUTOMATIC TABLE Top 
WaTER HEaTERS. This new bulletin de- 
scribes the company’s table top model gas 
automatic water heaters, in 30 and 40 gal- 
lon sizes. The units, designed for installa- 
tion in utility room or kitchen, feature a 
new heating technique, according to the 
manufacturer. Heat is applied to the com- 
bustion chamber by an adaptation of the 
company’s mushroom burner. Built-in draft 
diverter dissipates down-drafts and permits 
installation flush to the wall with direct flue 
connection. The mushroom burner offers 
ports, drilled horizontally along the side, 
that cannot be clogged by condensation, the 
bulletin reports. Installation information, 
roughing-in measurements, and information 
on top-back connections and flue connec- 
tions are presented in the bulletin. 

Bulletin AIA File 29-D-2. Pp. 4. Conti- 
nental Water Heater Co., 1801 Pasadena 
Ave., Los Angeles 31, Cal. 


RoyAL JeT-AIRE TALL RED FORCED-AIR 
FuRNACE. This information piece on the 
manufacturer’s forced air furnace describes 
the features of the heating unit and includes 
installation and technical data. The bulle- 
tin, in color, presents information about 
quiet operation, installation, safety and 
service. 

Bulletin Royal Jet-Aire Tall Red Forced- 
Air Furnace. Royal Jet, Inc., 1024 West- 
minster Ave., Alhambra, Cal. 


COLEMAN CATALOG OF HEATING AND COOL- 
ING EQUIPMENT. This generously illustrated 
bulletin provides a wealth of information 
about the manufacturer’s entire line of 
blend-air conditioning units, floor furnaces, 
gas wall heaters, water heaters, space heat- 
ers and accessories. The bulletin explains 
how the blend-air system works, and offers 
data on equipment, installation, operation, 
applications, functions and specifications. In 
addition to the illustrations, the bulletin 
contains informative charts, tables and dia- 
grams. 

Bulletin Coleman Catalog of Heating and 
Cooling Equipment. Pp. 32. The Coleman 
Co., Inc., Wichita, Kans. 


Roya Jet ALL New 1954 LIne. The man- 
ufacturer’s entire line of forced-flow and 
jet-flow heating units is described in this 
new bulletin. 

Bulletin Royal Jet All New 1954 Line. 
Pp. 4. Royal Jet, Inc., 1024 Westminster 
Ave., Alhambra, Cal. 
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Southern Union After 
Workers Leads 


(Continued from page 65) 


juring the Show includes American Gas 
\ssociation’s 11 individual, full-page, 
four-color ads on fully-automatic gas 
ranges scheduled to appear during April 
and May in American Home, Better 
Homes and Gardens, Ladies’ Home 
Journal, McCall’s and Woman’s Home 
Companion. The ads will carry the 
theme, Only Gas Gives You Matchless 
Cooking Performance. In addition, 
Southern Union will run its own ads in 
local newspapers, carrying the same 
theme. 


- 


Employee kit 

In the employee announcement, be- 
fore the start of the Spring Style Show, 
Southern Union presented each hourly- 
paid employee with a kit containing all 
the necessary details about the Show, 
the contest, and information about 
prizes that would be awarded to those 
employees accumulating prize points. 
Included in the employee folder was a 
32-page catalog, with photographs 
showing all available prizes; prospect 
record forms; an announcement of a 
coincident district manager’s contest, 
and a booklet to help non-sale em- 


ployees develop an understanding of gas | 


cooking. 


The booklet, “For Cooking . . . Gas | 
Is Best,” explains that today, 31 million | 


housewives in more 


than 70% of | 


America’s homes cook with gas. It then | 


presents many of the features and ad- 
vantages to be found in cooking with gas 
ranges. 

The employee catalog shows pictures 
of prizes which can be had by participat- 
ing employees, including photos of 
everything from luggage and clothing to 
automobile accessories; from fishing 
goods and table lamps to jewelry and 
pool table. Information describing each 
prize is given, and the number of point 
values needed to earn the prize. 


Prize points 

Prize point values are accumulated by 
any eligible Southern Union employee, 
through furnishing names and addresses 
of prospective buyers of ranges, on a spe- 
cial prospect slip that is turned over to 
the local sales supervisor. If the pros- 
pect buys a gas range during the cam- 
paign period, the employee turning in 
the prospect’s name receives his points. 

Special bonuses will be awarded to 
top employees in each sales district. 


Empire Appoints Moore Branch Mgr 


Empire Stove Co. has announced the ap- 
pointment of Edward F. Moore, as branch 
manager in the San Antonio, Tex., area. 
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NEW GAS APPLIANCES 





Hot water boiler line 

Development of a new line of gas-fired 
hot water boilers which will occupy about 
the same space as a conventional radiator, 
has been announced by the manufacturer. 
The smallest boiler in the new series is 
9 1/16” wide, 38” deep and 38'%” high, in- 
cluding the appliance-type casing. The ca- 
pacity of the unit is 50,000 Btu/hr with nat- 
ural, manufactured or mixed gas, and 45,- 
000 Btu/hr with LP gas. For larger capaci- 


ties, multiple units of the boiler section are 
connected together to give capacities of 
100,000, 150,000 and 200,000 Btu/hr. The 
small size of the boiler reportedly is due to 
a tubeless boiler design and stainless steel 
radiant flue baffle which makes maximum 
heat transfer possible. The control system 
of the new line features a self-generating 
safety pilot system which requires no elec- 
trical current to operate the burner. The 
boilers can be used in any type hot water 
radiation system and on a forced air system 
without a flow control valve, the company 
reports. The boiler casing is completely in- 
sulated. The multiport burner can be used 
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Typical Holly NarroWall Installation 





THE SOUTHERN GAS INDUSTRY 


> 


We are proud to be associated with you in merchandis- 


ing top quality gas appliances throughout the South. 


Our policy is to build and distribute the finest product 


of its kind — fairly priced and fully guaranteed. 


houty was the first to produce a between-studs circulating- 
type wall heater with Secondary Heat Exchanger to be AGA approved 


under American Standards for Central Heating Gas Appliances. It is 
the Holly NarroWall (Pat. # 2602441) which provides extra warmth 
and better heat distribution without fans. 






AGA approved under 
American Standards 
for Central Heating 

Appliances 
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houty is also the originator 
of the first shallow floor furnace — 
the famous Stubby, which is the most- 
copied furnace im the industry. 








HOLLY MANUFACTURING COMPANY) 








875 S. Arroyo Parkway, Pasadena 2, Calif. 
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for all types of gas. Burner and pilot are in 
a sliding drawer-type assembly for easy in- 
spection and service. 

York-Shipley Gas Fired Hot Water Boil- 
ers. York-Shipley, Inc., York, Pa. 


Incinerator 

A recent addition to the manufacturer’s 
line of home appliances, this incinerator re- 
duces trash and garbage of all types to a 
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powdery ash, silently and automatically, 
the company reports, without smoke or 
odor. Utilizing a Pi-Low burner that first 
dehydrates, then incinerates refuse, the 
burner maintains a steady, low flame of 
1,500 Btu and eliminates high tempera- 
tures for cool operation. Surrounding the 
burner is a radiant mesh cylinder that, the 
company reports, triples the heat output 
from the lifetime cast-iron burner. This fea- 
ture intensifies incineration and is said to 
protect against burner clogging. For use on 
all types of gas, the unit is AGA-approved. 

Magic Chef Incinerator Model PGI-200. 
Magic Chef, Inc., 1641 S. Kingshighway, 
St. Louis 10, Mo. 


Cooling unit 

Latest addition to the manufacturer’s air 
conditioning line is a direct-fired 2-ton gas 
cooling unit that can be connected to exist- 


} eee 


be 


ing forced-air gas furnaces. The unit re- 
quires just 8.7 sq. ft. of floor space, and is 
small enough to go through a 30-inch door. 
Principal parts of the 2-ton cooler are an 
absorption refrigeration unit, a filter. sec- 
tion, and a centrifugal blower. The absorp- 
tion refrigeration unit has no moving parts, 
and employs heat from a gas flame to cir- 
culate the refrigerant through the system. 
The spun glass filter section has 500 sq. in. 
of surface area and is two inches thick ac- 





cording to the manufacturer. The new unit 
will meet the needs of most average homes, 
offices and small business places the com- 
pany reports, and provides hot weather 
comfort by cooling, dehumidifying, clean- 
ing and circulating the air. For between- 
season use, a switch provides cleaning and 
circulation alone. The unit is made for use 
with all types of gas. 

Wonderair Model EB-RG. Servel, Inc., 
Evansville 20, Ind. 


Range 

Recently introduced by the manufac- 
turer, this new apartment model range of- 
fers automatic oven lighting and 100% 
Hea 





safety shut-off on all top burners and oven, 
through the company’s super economatic 
ignition system. The models have two but- 
tons on the control panel. The new econo- 
matic ignition system reportedly requires no 
extra space and is therefore used on the top 
burners, making it impossible for gas to 
escape from the top burners or pilots if the 
pilot is out. Lighting the oven in the new 
apartment model is simply a matter of 
turning the heat control knob to the desired 
temperature? The oven lights automatically. 

Hardwick Apartment Model 2075. Hard- 
wick Stove Co., Cleveland, Tenn. 


Forced air furnace 
A horiz@ptal forced air furnace avail- 





approved for use with all gases. Features of 
the furnace include elimination of the crown 
sheet in the heat exchanger which contains 
no welds in the combustion zone; slotted 
port cast iron burners, firing directly into 
heavy gauge‘air foil type multiple tubes 
which is said to assure quiet operation, effi- 
cient heat transfer and uniform heat dis- 
tribution. A filter box is available as op- 
tional equipment and is easily adapted be- 
fore installation. Two filters, located at the 
entrance to the blower compartment, pre- 
vent the passage of dirt and dust through 
the furnace. The forced air circulation mo- 
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tor is oiled through a removable service 
panel. Air delivery can be adjusted to sim- 
plify balancing of the heat distribution sys- 
tem. A ten year warranty guarantees the 
unit to be free from defects in workmanship 
and material. 

Norman Southerner. Norman Products 
Co., 1150 Chesapeake Ave., Columbus 12, 
O. 


Incinerator 


A new, dual-action home incinerator, this 
unit is said to combine both dehydration 
and fast-burning methods of waste disposal. 


When the dehydration system is used, ref- 
use is subjected to constant heat at the rate 
of 1,500 Btu/hr, the company reports, and 
for large quantities of waste, fast burning 
may be used with its output of 10,000 
Btu/hr. The unit is equipped with an auto- 
matic two-hour timer for use with the fast 
burner, the timer automatically returning 
the operation to dehydration flame at the 
set time. Employing a tinderizing process in 
which refuse is dried by the passage of 
warm air through the waste material to 
hasten combustion, outside air enters at the 
base of the unit and travels up the sides be- 
tween the outer jacket and combustion 
chamber walls. It is then drawn down into 
the combustion chamber across the dehy- 
dration burner and through the refuse be- 
fore being flued out. The gas fired unit has 
an automatic safety pilot, and a capacity of 
1% bushels. Constructed of heavy gauge 
steel, it is finished in gray silicon enamel 
with black porcelain top and chrome trim 

Detroit Jewel Incinerator. Detroit-Michi- 
gan Stove Co., 6900 E. Jefferson, Detroit 
31, Mich. 


Wall heater 


A complete heating unit that fits between 
standard wall studding, this furnace offers 
completely automatic controls. Maximum 
heat efficiency is said to be provided through 
a specially designed combustion chamber 
Designed for use with all gases, the heater 
is available in single wall models and dual 
wall models. A 5” by 11” warm air grille 
attachment is available on one of the single 
wall models, permitting the channeling of a 
desired amount of heat into the room op- 
posite the wall heater. The completely rede- 
signed vented gas heaters employ the prin- 
ciples of circulation and radiation; the new 
models have louver openings on the top 
to permit the flow of warm air into the 
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room. Radiant heat is delivered from the 
visible hearth and from the upper grille. 
Cold air is drawn in at the base. 

Temco Wall Heater. Temco, Inc., 
ville 9, Tenn. 


Nash- 


Arrangeable units 

For new homes and for remodeled kitch- 
ens in existing homes, the manufacturer of- 
fers its arrangeable units, consisting of 


oven-broiler combinations and two-burner 
cooking top assemblies. These units can be 
located for maximum comfort and conven- 
ience to the user. The oven-broiler unit of- 
fers large bake-master oven, silent-roll 
broiler and insta-set control panel. The 
top burner units can be built right into the 
counter top at any desired location. Each 
top burner unit offers Alltrol center-sim- 
mer burners with spectro-matic control. The 
burners light automatically at the turn of 
a handle. 

Roper Arrangeable Gas Cooking Units. 
Geo. D. Roper Corp., Rockford, IIl. 


Wall heater 

Two new recessed wall heaters have been 
added to this manufacturer’s line, a 35,000 
Btu input, single unit, and a 65,000 Btu in- 











put, dual unit. One of the outstanding fea- 
tures of this unit is the snap in blower unit. 
The new furnace-type blower unit can be 
installed in a few minutes by removing the 
lower panel and snapping the blower in 
place. The fan has a three-way control 
switch so that the unit can be turned off, 
operated continuously or used automati- 
cally as a heat control. The blower can be 
removed from the heater to circulate air in 
the summer. All of the units are gas-fired, 
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fully vented, have safety controls and one- 
piece cast iron burner. All are AGA-ap- 
proved for use with natural, manufactured 
or LP gas. 

Royal Recessed Wall Heaters. Chatta- 
nooga Royal Co., Div. of Chattanooga Im- 
plement and Manufacturing Co., Chatta- 
nooga 6, Tenn. 


Hot water boiler 

Manufactured in nine different boiler ca- 
pacities from 67,500 to 315,000 Btu/hr in- 
put, this new model hot water boiler is a 


completely automatic unit for radiation, 
convection, baseboard and radiant panel 
heating systems. AGA-approved for use 
with all gases, the units are styled for loca- 
tion in basement, utility room, or in small 


closets. Finger-tip pilot ignition is available 
on all models except those burning LP gas. 
The manufacturer’s exclusive automatic 
pilot, the Safety Sentinel, prevents burner 
operation if the pilot flame is extinguished. 
A lung-like valve is said to assure the 
proper flow of gas, promoting maximum 
efficiency of operation, while automatic 
controls assure positive response to thermo- 
stat settings. The company’s cast iron burn- 
ers and steel heating sections reportedly ex- 
tract and utilize the maximum amount of 
heat from the gas consumed. A special glass 
fiber jacket insulation holds heat loss to a 
minimum, and permits installation in rec- 
reation rooms or other living areas. 

Bryant Heater’s 1954 Model 26. Bryant 
Heater Div., Affiliated Gas Equipment, Inc., 
Cleveland, O. 


Range 

This new 36” range offers two independ- 
ent ovens in the one range; a large 17” oven 
which will accommodate a 35 lb. turkey, 
and a smaller 13” oven in which four pies 
or six bread loaves can be baked at the 
same time. The manufacturer reports that 
the engineering design of the unit keeps the 
exact degree of heat desired throughout 
each oven at all times. Each oven has its 
own independent, automatic heat control, 
each is waist-high and features seamless 
porcelain linings and removable oven bot- 
toms. A drop door on the large oven and a 
swing door on the smaller one offer indi- 
vidual advantages in oven cookery. The 
separate, enamelled-steel broiler, with 


NOW Mrs. America 





INCINERATI 


BOWSER, INC. 


TeA0t wane 
16 vw & wat ore 


AUTOMATIC 


GAS INCINERATOR 


Terrific nationwide promotion 
with Mrs. America and Incinor 
means big money for you. 
Thirty years of dependable 
daily use in thousands of 
homes. 

Easy to install—no service problem. 


Write TODAY for more details! 


ON DIVISION 


CAIRO, ILLINOIS 
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POSITIONS OPEN 


RATE ENGINEERS 


Large established New York consulting firm has 
openings for Rate Engineers experienced in all 
phases of electric or gas utility rate making and 
regulatory practices. 

These are staff positions with good salaries and 
advancement opportunities 
sary. 


Some traveling neces Hallen Co., Inc., The 


PE Aad soho necaie nies on as einen 
ee 
Heath Survey Consultants, Inc. .. 
Majestic Co., Inc. 
Mueller Co. 
PE Wade Anhbes ceeeincsoneses 


Our employees know of these openings 
Please submit resume including experience, 


personal data and education. Replies will be 
held in strict confidence. 


Box 271 
































whirlpool pan, which is said to guarantee 
smoke-proof, fire-proof broiling, is directly 
under the large oven. An enamelled service 
drawer is under the small oven. On the 





back-guard of the range are a combination 
clock and timer, electric outlet and lamps. 
The seamless range top has a large working 
surface between two giant burners and two 
simmer burners. The unit has been designed 
for use with all gases. 

Universal 36-Inch 2-Oven Gas Range. 
Cribben & Sexton Co., 700 No. Sacramento 
Blvd., Chicago 12, Ill. 


Air conditioner 

This year-round air conditioner is a com- 
bination heating-cooling unit in one pack- 
age. A Worthington packaged cooling unit 
for the air conditioner will be housed in a 
modification of the manufacturer’s present 
warm air furnace line, compactly measur- 
ing 42” wide by 29” deep and 70” high. 
The combination unit will occupy 8.4 sq. ft. 
of floor space and will be available, in 
limited quantities in May, in either gas or 
oil fired models with either two- or three- 
ton cooling capacities. A water-cooled con- 
denser system is used in the air conditioner 
and whether it delivers heated or cooled and 
dehumidified air is automatically deter- 
mined by the room thermostat. Magic Heet 
will be incorporated in the unit. This gives 
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a range of burner inputs of 100,000 Btu/hr 
at maximum down to a minimum of 40,000, 
it is said. The gas-fired unit will be com- 
pletely factory pre-wired. The oil-fired unit 
comes as a packaged kit for easy installation 
in the basic unit. 

A.O. Smith Year-Round Air Conditioner. 
Permaglas Div., A.O. Smith Corp., Kanka- 
kee, Ill. 


Unit heater 

This new line of gas unit heaters is said 
to be more compact, lighter in weight be- 
cause of the use of modern metals, easier to 
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service and, because of aluminized steel 
construction, to assure longer life. The sus- 
pended unit heaters are built in 10 models, 
in sizes from 60,000 to 200,000 Btu. Each 
model is available with either propeller type 
air mover or centrifugal blower. The mani- 
fold and burners are a compact unit, easy 
to clean and service because of swing-away 
hinged burner pan with drop-away inspec- 
tion panel on the bottom. Summer-Winter 
switches are available for all units. The 
manufacturer reports the heaters offer the 
latest in cabinet design, built of auto body 
steel, die formed and finished in a baked-on 
silver-tan. 

Peerless Gas Unit Heaters. Peerless Man- 
ufacturing Corp., 1400 W. Ormsby St., 
Louisville 10, Ky. 
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POSITION AVAILABLE: Manager, 
combination utility and LP-Gas op- 
eration in Northeast. Profitable com- 


pany. Excellent prospects advance- 
ment. Box 272. 














Openings for 
PUBLIC UTILITY 
SYSTEMS & 
METHODS MEN 


Established New York engineering 
and consulting firm has openings for 
men experienced in utility systems 
and methods. 


Applicants must be interested in 
training and development for work 
in the study, design and installation 
of ELECTRONIC DATA PROCESS- 
ING systems in accounting and re- 
lated fields. 


Write giving experience, 
age, earnings, etc. 
BOX 270 
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WIGGINS 
GASHOLDERS 
have eliminated 
Operating costs 
for users of 








chemical process 
and industrial 
gases 





PISTON RISES NEARLY TO TOP—MINIMUM OF WASTE SPACE 
CAN BE BUILT ANY SIZE + NO CONTAMINATION OF GAS 


. Space above piston 
completely ventilated 


. Wide clearances sim 
plify operation. 

. Gas-tight frictionless 
seal not affected by 
weather. 


. Piston rests on bottom 
when empty—less 
than % of 1% dead 
space for purging. 

. Leveling device—inde 
pendent of side wall 
keeps piston level. 


. Fenders prevent all 
tension in seal. 





General American Transportation Corporation 
135 SOUTH LA SALLE STREET - CHICAGO 90, ILLINOIS 
Offices in Principal Cities 
Export Dept.: 380 Madison Avenue, New York 17, N. Y. 

Plants: Birmingham Ala. « East Chicago, Ind. « Sharon, Pa. 

In Canada: Toronto Iron Works, Ltd., Toronto, Ontario 

















om the ARCTIC to th TROPICS 


This 100% dry seal 
gasholder (no water, no 
tar, no grease) has 
proved itself under 
every condition of 
climate and tempera- 
ture. Because of the 
seal and the simple 
Operating mechanism, 
operating costs have 
been entirely elimi- 
nated. Comparison of 
maintenance expense 
by owners of Wiggins 
gasholders also shows 
remarkable savings. 
Companies who have 
converted old-type 
gasholders to the 
Wiggins advantages 
have been able to en- 
joy similar savings. 


Write for information. 


by 
GENERAL 
AMERICAN 


WIGGINS 







VAPOR SEALS 


GENERAL 











METHODS OF 


WITH REGULATOR AND 
METER 





WITH COMBINATION 
METER & REGULATOR 


DUST TRAPS 
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@ Porous Sintered Bronze Element can be cleaned and re-used. 
® Porous Sintered Bronze Element has controlled porosity. 
® Filter can be changed or cleaned without disturbing piping. 


@ Unit is compact, economical and functional. Contains large 
dust reservoir. Functions in either horizontal or vertical posi- 
tion. 


® Positive seal-operating pressures to 150 P.S.I. 
®@ Unit can be supplied with or without insulating bushing. 


INSTALLATION 


He SPRAGUE merce 


COMPAN Y 


BRIDGEPORT, CONNECTICUT 


wen Gieaeasenes BRANCHES: DAVENPORT, IOWA * HOUSTON, TEX/ 5 
METER & REGULATOR LOS ANGELES, CAL. © SAN FRANCISCO, CAL. 





